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The development functién in the l970 s will be a
test of the fnanagement skills of polrcy-makrng
trustees, decision- ‘making administratogs and sales
manager development officers to plan for and secure
fnancral resources from constituents buffeted by new
issues and new forces in_our society, our economy
and our educational system. .

-

No longer can trustees and admrmstrators\test or
expect development, office proficiéney to produce
new and more dollars in isolation from what happens

_within_ the lnstrtutron . N

’

No Tonger can faculty ““do their own thing’ -
expetting magic production of their own salaries
from , admjnistrators and trustees in' splte .of all
consequences of theu' actions. . .

. * A

No longer can- alumnr and* frrends resrde in

’ resplendent indifference withholding leadershtp and

financial support because the old campus'isn’t what 1t
used to be, forgetting that their gengration went, to
the dogs before. this generation drd e, .

" No longer can colleges afford publlcatlons public
relations, alumni relations and news bureaus whrch
undér some flag of puritanical symbolism, remarn

e

.
~

aloof from action-oriented, financial and leadership

" respnse promotron s ‘ ’

.

No longer can development ficers ignore

-personal and professional responslbrlrtres to set and |,

meet goals and to design hard-sell programs for
annual capital and deferred grvrng

To achieve doljar goals and. dollar needs for the

“seventies, gieater dttention to_ the management

requirements for success than- heretofore experlenced
will be mandatory

.

The wofds sales, goals schedules, prol' its,-market
testmg, productrvxty and responsibility have been,
no-no’s in the educatignal’ vocabulary too long No
Ionger' -

1

t BN

»

- v

The development functron is no more and no
less than a sales management function. There are
very, vefy few development personnel who have the
inclinition, personality or .capacity to be or to
become salesmen, much less sales managers. Yet any’ .
definition of their job must include all ‘sthe

makagers., .. " oo .

o

.
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leccnicalities, techniques ‘and tenacity of " sales, *

*
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+ <Each year, reports tare received‘ “of . total

. philanthropic fiving by all sources - individuals,

“

foundations and busimesses  to dll causes. Of these
billions, almost always about 85 percent aregiven by

", individuals throilh outnght gifts and bequests. All -

education receivgs 'abdut 17 percent of the total and

pevple - individuals, not foundations, not business

-

firms — gave the bulk’ of all funds given. These ate the
dimensions of the development officer’s job at your
college. How are,you to get'your fair share? N

The development program, therefore must be a
thoroughly prepared plan baséd upon honest, open
academic validity, reallstlt. appraisal of philanthropic
-potential, congentration on major, large gift potential

_squrces of support, cstreful strategy inconditioning
n

and solicitation, and a sales management-sensitive

.. . development officer. - T
. ,:_:A, Perhaps the development function can be besf,
F s a descnbed by meansof a dlagrammanc fot‘ftiula e
. N IS R N0 S+B .
C+C2+P(R)+ V{ASK X bp A+C+D XS/G SS
. The formula symbols are; .
A - authienticators R — research
B ="goveriung board A = voJupleers
St S - sponsors/counoils  ASK - the asking process
) P - plans- ~ "¢ . DP - - development plan
A - academig " ¢ S - staff |
. F - financial _ ‘B~ bttdget
] N'— needs .. ° A "= annaal giving
o - 0= opportugities C + capital givtng‘ N
: -C - case D + deferred giving -
C2 - corditioning S - schedules ~ ,°
. P - rospects " G ~goals . .

T G A e ame gy ow RATe 1w Wl
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Let us examine in detail each of the elements of
the formula in terms of what they mean to the
evelopment officer in *planning and managing the
selhng of collegge needs and opportunities to
constltuentz through a development program.

“A™ - authenticators - are those individuals who,
by reason of their presence and by reason of their
responsrbllmes say “this college is good, this college
is_ daing its job, I believe in this college; I work for

" and give to this college, thls college deserves to thrive

_ volunteers in a development council o_r other,

and be in man’s service.’ Authenticators_ who are,

. trustees also have a legal responsthtllty tof assure and

to insure good management. SponSors tnlisted as
volunteers to extend the arm of; the trustees as
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What does the Board have to do with*the,
development tunition” The very composition of the
membership of the Buard must serve to authenticate,
to validate, @ tell the constituents of the institution
that members are respected and responsible leading
citizens, carefully balanced, representative of
economit, professional and other sucietal groupings.
if the Board is not so constfucted, then the
development officer will find 1t difficult to stimulate
non-board members to rally to the cause and needs of

‘th‘e”c’oll'egé' when its"6wn board may not represent,

-

_inspire or motivate persons of greater influénce and

afﬂuence This  very simple but tremendously
unponant act of human relationships .goes back to
an old prifciple that a fountain nses no fiher than
its’source. There are rare exceptions.

American  philanthropy ~ is " ‘trustee 1nsp|red
volunteer centered and staff serviced." Trustees. must

lead the way. The development program .must be

their program. The develppment officer must be their
sales manager, the president, chief executive, then, as

a team, the ‘development program can begin to

unfold. The extent to which authenticators are not
up to leadership demands for the seventies, just to
that extent will success of the development progtam
fail to meet potenual

“P” — plans for the future are notoriously 1ackmg -

in our colleges today even after a decade of talk

. -about: them and urgency for them. Long-range

academic plans “A™ and fimancial projections “F™
must exist if ‘the collegd is to convinge any
sophisticated donor that his assets will be best uscgb at*
that college. . . ;

LN
-

" Whatever the development officer has to sell in
terms of program, people, equpment, plant, faculty

salaries, student aid, endowment should. be ‘based

upon thoroughly studied acadendic requirements,
These requircments should be converted to ﬁnanual

_ projections considering funds from all sources and

documenting those addrtional resources required to
meet operations, capital, and speual program needs.
Money cannot be raised in a vactum. A college
without such plans is operatmg in a vacuum. The

.. experienced development officer will ascertain this

before his employ nient and conclude the situation he
is expected to manage is impossible before he starts.

But there is one more factor: the ‘development
officer should befm®lved in planning cither M team
member or ‘observer. The sales manager must know
O he, sells, the process, the priorities, the

]: lCnents the resolutlons of planmng to better

~

*

.
*
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understand dnd communicate tQ the volunteer
< salesman and the wollege cunstituency the validity of
his> Sales plan as ‘rootdd in sound aeademlc and
financial planning. ‘ .

“N” - (_)ut of the planning process will come the
need for philanthropic support whether these needs’
are for annual budget, special ¢apital needs, major
capital needs, .or endowment for stability and
sécurity. The needs should be woyen-intosa tatal
. development program. Colleges should not falter in
communicating total needs_m_mdex_l.ha.u.o.nsmuents__f

eas evidence of management preparatnon for the
‘future. Priorities can be set according to, pressure for
needs to be met and/or potenual for achievement.
But hard experience has taught“us that donors with
substantial potential will consider their immediate

. and ultimate gift potentlal in terms of total needs of

the college <,

pEN

R ¢ i Gift opportupities are the pegs on whlch -
special interests * are hung and gifts motivated.
Unrestricted gifts are the' president’s drearn, the’
business officer’s soul and the development officer’s

, zeal but the doner has his own motivations. Gift

. opportunities should be diverse as to nature and

"« amount of cost. Colleges have not adequately
marketed all the possible gift opportunjties which
could be of assistance as budget relief ltems
Some sueh opportunities are existing buildings, rooms’
and facilities; campus. beautifi catxon and .care;
equipment obsolescence, library acquisitions, rare

book funds, presidential office endowment, faculty

,assistance  funds, pBbllC tions, “yemodeling~ and _
modernization funds, The amount of the gift '

* opportunity should reflect the value of ‘the gift to the
donor, niQt actual cost tg, the colleg\, ~ :

:' . These are above4he Jine: plannmg coqsmerqtlons of

-, the ~ formula. Below the- lme factors are
"qnplementauonal consnderatlons ) T

‘ . “S"\ The case is the sales staqjor the college. It .

should Yell why a donor’s dollar is, best spent at the
college and why it provides the greatest reward and
satisfaction to him. it should also convey confidence , ..
that this is a wise. investment in the cqllege 'I‘he case ,N‘

. should not be an Jhistoric document. It should be a

¢ watm, human, motivational statemelﬂ of why the

! ) college exl*sts, emphasizing its role in meeung
significant ,soc1al needs. It should, offer proof of its
i uullty and."expectancy for greater achievement. It

© “ould tell and sell the institution so the teader is
]:KCwed to act at hlS lughest capac1ty The case
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o ‘statement Lannot be an academic treatise, ¢nor is it a E

» " doctoral thesis. It must be a sules do»ument usable

1 *fdr poth voluntger leadership enlistment and grf-t %

3 stimulation and actidn. - . v i

’ E

.

¥

/

#. “C2” connotes the argency and necessrty for
3 continuous communication with prospedts. Trustees,
presidents, some volunteers and“some development
officers often race te ask a prospect for a gift only to
 find coolness and drsapporntment waiting. 3

.

b

Harold (Sy) Seymour, a dean of the art of .
«  philanthropic fund raising outlined six points ina” |
: " psychological sequence of success which  are ‘_’1
appropriate to recap here. This sequenue of sellrng is
- pdraphrased as follows: .

¥
‘Attention: ‘The prospect must be aware of
problems, opportunities, peotential, quality,
authentication, aplan of action, sotial value, After his
.., attentionisgained. the prospect can be n‘rade ware of, ..
., the diversity of people, the diversity of endges in v [
F order to find his particular interest or g#ncern at the
' particular institution ™ g :

. -

T . e~

+

" Interest: The'ériti}l/ﬁond step of. success is. ¢
g:umng the prospect’sinterest. Peuple are-attracted to

7 to ideals, to concepts. Infrequentry

¥are attjacted to and respond when their own be
int¢ rests are appealed to. But the institution must
answer the questions most subtly, why me? Why
should I get involvedyor be concerned? What does this
mean to me or my family? Here the pride of
association is a great motivational factor - pride in
o rdent}‘ cation with the nstitution, its chi¢f€xecutive, _
its Jaculty, its trustees, its program, its services, or,
otifer volunteers. A progpect’s interést canndt be
agsumed, it must be assidously sought and won.
i . X : ., .

7 Confidence. Aftnr his attention and, rmcrest have
bten piqued he must gain cynfidence in lcadersl{lp,m
management, in personnel, in sérvices, in the
students. The ¢ cymmunication of u:mﬁdence is a most
difficult ‘achievement because rt is most intangible.

o

hY

. Conviction. The prospect ‘must gain assurance as |
. to the merits of the fnstitution which has gained ‘his
. attention, attracted « his intere$t, and mstr‘far
L confidence by proving the advantages resulting to «

\ hrmself from his rhvolvcment and support.

E Desrre The prospects desire to We part of a

1 © gram for futufe security and sfability is most
[MC Teult to achrcVe The prospget must want tg be

qm=m Y A

i ' o
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S . «psyuhologn.al sime, their interest. f)eyondﬂmaulmebw»___ﬁ,

\" r
. .
i

achlé‘ymg goals of quallty, dlsunctlon dollars or
sucgess. He must desire the personal satisfaction

_ + which comes from involvemertt’ and participation.
. The ’ development officer’s greatest task i to

transfdrm conviction to desnre then desire into
action, s - | . . N SN ;
s / ¢. T ‘

]

Action: This ¥ the p_ayoff — when' a leadership L
prospe«.t says that he will accept the chairmanship or . *

\ membershxp This is the test — when the prospect ' }
5ays that he will give to the extent of.his capacity. _‘
'Ihls is when the prospect saysithat he has heard tﬁ_

. sales story, he has become intérested, he is confi

. of the merits of the institution, he is convinced that lt
must be maintained and sustained, and that he desires
to help in its assurance of stability ¥ind securlty .

Thereis i point beyond which the cultlvatlon of a
prospect, can be counterproductlve, Individuals or
,organizations which are the object of affection of the
institution over a ptoLtacted perlod without "being
asked to do *something can” become suspicious.
knowmg well that they are being “set up.”, If the
request for actiog does not materialize at the right

can wane. Therefore, philanthropic plapning and fund
ralslnq: an art in the study of people - prospect by

prosp! pro_;ect byproject.

“P” -Tis f0r prospects. Prospecs for phxlanthropxc
support are all maguulants of theynstltuuon,?arents
~"and_families of matriculants, friends, individuals in
. he comgwnuy, Lhurc}{ members, business
/ -erganiZations, private oundations, past and present

faculty past and prese trustees, past and present

»

“P (R)” Pmspect.z;:search is dwritical parRof the

deéclbpment ofﬁ«.er{s rﬁ)e/ in,order that the human

. . resources of time and talent, and the fi nancnal

“resourcks, repesented in budgets be used wisely and

to the highest pussible productivity per man hour and

per  dollar spent. Therefore, thq{'ough prospect

resean.h should result in determmmg from among all

constltuents those individual [Sr organizational

" . resources which have the capacity to produce the

. greatest resuIts earliest and continuously. A rule. of

thurib” lo/ng established, unscientific’ but proved

i throug},g practice, indicates that 10 percent qof the

constlfuéncy can be. expected’ to be above-av verage

donors This average may he $100for annual giving

$1000 for capital giving. It is ver important to
EMC erme who the 10 percent are to which thomué{ ,

S . ) o



stady must be given.as bona fide candidates for
substantial gifts* = ' . l
‘. .. ‘ q -
There is one/addltlonal rule of thymb which says
that one percent of the constituency can b;_é:zpected

Y

to be prospects for very substantial gifts. Thése rhay-
be the individuals of organizations who unkhowingly
. “or knowingly hold thkbhe;r hearts and hands the
i capacity to assure the sta }lity and segurity of the
<+, institution s,fuur\ /

preéidents or_headmasters o
* administrators of hospitals” kno

: clarion call will comf forward and ¢
" ringing of the deve(upment officer’s cash register.
so. Successful philanthropy mncg\] cered, using all the‘j
‘fesyuree med zanm possible with the understanding
: _ that in the fjial analysis the prospect’sreadiness and |,
3 capacity mast be carefully studigd, strategically and/

" logically, ‘for the best possiple results’ for the

institution and ‘the greatest pérsondl satisfaction |
- the dpnor ' ST
] “V" : Voll,m(eers are fhe front line salesmen for .
Jhc development officey/ Trustees (authenticators)
nent of! > (&

iust lead the way, se tht:\pice, set"the tone, lead
: first and give first. Yhen othi@r valunteers who are
: . _carefully selected, /trained and condi ne\{l\to be
T salesmen for the mstltutlon varry the message -apd
g bring home, ‘thé results under fhe t telage aid
, assistance of' 1e development'sales.offider ere-the

fest of, the development officer is in hls te'xchmg ’
ability as 4 sales Jnanager to train, inspire, assist apd N
preparg/the wdy for volunteers. The sophisticated
develdpment officer will. enllst .no more volunteers |
thiin his admmlatmtwc staff ‘can handle. One learns
early in" this business that happy, producuve
valunteers _are directly proportionate to the staff,
service they geceive. Individwals-swho proimise to gll;

- N

of their time and of their assets first can beco
ineffective if they are not well itandled continuou y
+ And volunteers are susuepuble to a philanthropic
- disease known as ‘cafmpaign f"mgue‘ people can_
become tired and worn out. Volunieers who are tried
and true are needed,ebut institutions tod?y stiould
(€)
i ]: lC also for new, l<;adcrsh|p, new voluntéers, fresh

‘*«...r"’,
.
i e R 5
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meet new forces aﬁ.d new fs&ues -in a new deca.de for

new national and societal needs. - N

“ASK™ - With all the planning and preparatiort, the
moment of truth in the efficacy of the institution is
the moment when someone agks specifically for a
dollar response - a specific %:mrcrpghon, Always
such asking should be without apology . The prospect”
will decide. The asker must be sure that the amount
.. asked _ complements the “estimated capacity and
interest of the prospect

-

' approac};res, new vigor to carry out new plans to .

T All of sthese fag_t_gis_can now be wovcnt;'}ud a
development plan, and there must Be a deveJopment |
plan just as there must be an a demic pldn, just as
. there must be a financial pl ,,jUSt as there must be a
master plan for the institu Z .

\

“D P — The development plan is a sales: plan.
Taking into consideration all the, formula element}
the devélopment plan is a design to get people togﬂ
of their’ fime .and assets, fo jnsure stabrlrtf,y tand
security of the college, not jyst to meet needs. “B’ is
a reminder that bugget cozzg must be consrd)erea an
investment which should achieve maxirhum levels of
proYIuc’f'vrty in three to fiye
one staff “S” member i

required fof reglizing’ full
potential. Relations may include alumni and public
relations and 'speuialist [ Fund-raising pers hnel may
rm.lude annyal gwmg nd defcrred giving specralrsts .

' 5 In terms of bagk'up p;rsonnel te most indspensable
person should bé 'the Record§ and Research
supervisor who is GZ e “R and D” departme\nt for all
prospect informaflon. - ‘ : .

“A” - Annudl giving is the bac’kbone of aIl
development ! operations. Emphasrs in the
“nineteen-seventies will be on the specrai large gift .
_donor. These /may constitute 10 percent of the,
_college cons tuency. The mass solicitations will
become morg and more 1nfrequent due to low dollar
productn? and increasing cost of mailing. Greater
funds wi
s sapacit
adminigfration alike.

N
N

M

— Capijtal funds for plant anfrelated needs

(172001

[}

alsg will comg from fewrrésources not, repeat not,
dss. solicitations. Sophisticated colieges with
dvanged programs ifistalled and” established will

undertake ‘intemsive programs among their

Q n;ﬁtuents for public relations and prospect
]:KCmarch purposes. Here fund-raising . will be

S i0

N

¢ years, Usually more than,

come from fewer sources challenging the «
of fhe developmgnt officer and. .

- PR




St /
A incidental. Costs then will be rdlated to/ public

relzfgii)'hs, image buildmﬁor'sales requiremens.
P40 A .

'} . - -
Capital funds will be related to “D” deferred gift
programs whereby the various techniques and devices

« of postponed giving will be of maximu'T benetit to ,
the ¢ollege and donor aliké for current needs as well |
as endowment. * //’ - . ' ‘

) “Withal, the developéent program .must hapve |, °

/ schedules “S” and goals “G”. It is the an

S condi;tipn that peoplg just simply will not w.
- - deadlines of time and goal, objectives, .
\ adhgxé’;i to. Great plans and urgent pfeds falter and L
go ugimxe}’because weak adminjstrators do not or ]

. cannot’set goals for then}selves réthg):')s. '

. The diagrammatic fopiula sets forth all the
] prerequisite factors, features and techniques. for a _
. . develgpment p;(}rgra i. It does not™ provide \for,

“* " common sense o exXecutive judgment. It does not,
- . /. providg for experience ar use of:counsel. It does not .
providé' for reason, fjpatience, pessistence,
.. understaniding, There are sfcial characteristics of ‘the o
heart grid: mind* which fmust exist_ in generous . |
/ proportion iﬁithé human dquation. e
The development_ pf’;igram is\

pfdgra a sales progrant
whereby the college makes it p ssibl\: for peopleTo do

\\;;ytli_ey would realf like t¢ do when tl17y know

P

;. whefe, how, when and why.

. With all the abgve having been said, oné uotation

. given over 21 yedrs ago is dn appropriate s \mary
‘Its Author i¢ unyhown? Its validity is proven.

- * . b

“Fuiid rajéing is a series of disappoint- - N,

- ‘ment§ spfrinkled with a felv brilliant ‘

" succey®s, most of which wére: ***

\,
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B EK in five differcht numbes,

Aruitoxt provided by Eic:

Consulting and Consultants

'.) \
% \ ¢ How to Select Counsel ... ... /

Counsel: Doctor for Manage
Tl}e Nature of the Consultant.

Trustee.Motivation >
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" ®Our greatest pride and satisf; tion comes from
helpmg thuse whum\we serve fin the Success which
* theyseek ” . .

’
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FRANTZREB ANI-) PRAY' ASSOCIATES INC.;
. »provides manag¢ment, P 3ntfmg, and developmen}’
«.ouns“e} an\ipeCIQ Vsemges o tmatees dquctors ana
ofﬁc!c,rs of seductional,. hq;llth, eivic, and c.ultural
orgamzatmns apd 3.‘0 business * and govemment
agencnes seekm,g fgxydanue and assistance in leadershlp,

g;ogram evaluangn andtrainmg problems )
. . £ <O .

These services include leadershlp 1dent;f' ication and
. tramning, program desngn and evaluation, studies apd
: audnts of manag{:(?em and gevelopment programs

’

; We wopld be ;')Fe‘ed to reSpond o request for
: turther mformauog\ . .
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ARTHUR C, FRANTZREB'
. JPRESIDENT

Mr. Frgntzreb, pioneered new dimensions”in the
role’ of mapagement and resources counsel wheq he
founded this firm in 1961. He believed that counse
should offer creative options to trustees, dlrectors
and officers as to requxre.ments for infernal platining,
utilizing and increasing the effectiveness of human_
resources, and planning increased fiscal resources.
Further, he “believed that the successful experiences
of the past must be heeded and applied in guiding

_ institutions and” organizatidns from where they are to

where they wish to be. He believed that planning and
resource development programs should be designed
for. well qualified internal staff jmplementation,
building in trained capability for continuity, ra

than be staffed by outsnde professional personnel

Response to these concepts brought into bemg
bruad self help services to sumulate problem solving
and program construction integfating management

ST -

__fequitements,; program design, and mternal personnel )

traimng v

Mr. FrantZreb was 'tralned as a busmess c«ecunv
at Butler University where he was graduated affer '
.ealier attendance at Purdue University. E pe/ enced
as an officer of Rutgers University, and co“feunder
and senior officer of another counselling firm, )
Frantzreb has served as counsel to .over 250

lucational, cultural, health civig, soc1al religious,
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